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About This Section 


|: 1993 Editorial Index, a special pullout supplement to Cablevision, is a 
comprehensive guide to all the stories we've run during 1993. It can serve as a 
useful reference tool to track down information you may recall having seen in our 
pages, and it’s also a handy way to review developments in different sectors of the 
business over the last 12 months. 

The index is organized to correspond to a typical issue of Cablevision. Each issue 
begins with a series of one-page departments reporting on trends and developments 
in various areas of cable TV. Those regular department topics are programming, 
pay-per-view, marketing and promotion, ad sales, technology and operations. Each 
issue also contains three columns offering insight on general cable business trends 
(“Inside Business,” by Tom Kerver), the Washington scene (“Policy,” by Chris Nolan) 
and international developments (“International,” by Tom Kerver). We've also included 
‘The Last Mile,” a behind-the-scenes look at some offbeat, colorful industry moments. 
The index offers a complete list of the departments and columns from the past year, 
with each story's headline and a brief explanation, plus the issue date and page 
number. 

The index also includes a complete inventory of the past year’s feature stories, 
arranged by subject category, and a list of the Special Reports run in the magazine. 
Each Special Report listing includes the overall subject of the section, plus the headline 
and a synopsis of each story included in the Report. 

The last page of this special section includes ordering information for back issues, 
additional copies, subscriptions and reprints. 

We encourage you to pull out and save the 1993 Editorial Index for future 
reference. And we look forward to continuing to provide our readers with the most 
comprehensive source of information and analysis about the cable TV business 
during 1994. 


Joel A. Berger Craig Leddy 


Publisher Editor 
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SPECIAL REPORTS 


DEPARTMENTS/COLUMNS 


An Upgrade for VIPs 
Networks have been dying to get on 
TCI’s VIP-heavy Westchester, N.Y., 
system (1/11/93, p. 15) 


Here Come the Dating Channels 
Cable systems can now tap into the 
success newspapers have had with 


personal ads (1/25/93, p. 12) 


What To Do About the CableACE 
Cable’s awards show has improved 
but still has no buzz about it. Here are 
a few suggestions (2/8/93, p. 10) 


MTV Markets 

The New Music Revolution 
MTV's Andy Schuon hopes to keep 
viewers longer by dayparting and 
playing more new bands (2/22/93, 
p. 14) 


On the Next Jane Pratt 

Sassy’s editor tries a younger, less 
sensational talk show on Lifetime 
(3/8/93, p. 10) 


Fresh 
For Preschool Viewers 

As The Learning Channel launched 
Ready, Set, Learn!, Nickelodeon was 
pouring added energy into Nick Jr. 
(3/22/93, p. 12) 


Ops Want What USSB Got 

Now that Hubbard can sell MTV a la 
carte, operators say they will demand 
similar rights (4/5/93, p. 12) 


Documenting Americana 
Pat Mitchell leads TBS Superstation in 
its expanding commitment to original 
programming (4/19/93, p. 14) 


ValueVision could represent the 
network wave of the future—it pays a 
flat fee for cable carriage (5/10/93, 
p. 14) 


Where the Networks Stand 

Rate regulation and must-carry have 
programmers scrambling to figure out 
how they’ll be affected (5/24/93, 

p. 12) 


A Plethora of New Networks 

A wealth of new programming ideas 
have been announced, but where will 
they go? (6/7/93, p. 32) 


Now that BET is in almost all black 
homes, it’s making a push for better 
distribution everywhere else (6/21/93, 
p. 12) 


Come On, Get Happy 
Nick at Nite adds The Partridge Family 


as it draws up plans to expand into a 
24-hour network (7/5/93, p. 8) 


A Slight Change in Course 

After analyzing initial research, the 
Sci-Fi Channel adjusted its 
programming lineup (7/19/93, p. 12) 


Showtime Originals: Trying Harder 
Pay’s number two network nabs some 
of Hollywood's Top Guns for its made- 
fors (8/9/93, p. 10) 


Atlanta Preps for Classic Battle 

Turner Classic Movies, due in ‘94, aims 
to give AMC a run for its money 
(8/23/93, p. 14) 


PROGRAMMING 


MSO Goes Hollywood 
Jones’ film production unit churns out 
made-for-cable movies—and now 
theatricals (9/6/93, p. 6) 


Learning Channel 

Takes Manhattan 

After almost two years of pitching, The 
Learning Channel finally launches in 
the city that never sleeps (9/20/93, 

p. 12) 


Rainbow exec says Turner's upcoming 
movie service won't be serious 


competition (10/4/93, p. 14) 


Religious Televisi 
Gets a Makeover 

Offering programming to a variety of 
religious persuasions pays off 
(10/18/93, p. 16) 


Will Showtime See Starz!? 

John Sie outbid Showtime for Disney 
movies. Where does the new 
competition leave Showtime? 
(11/8/93, p. 12) 


MTV Beefs Up 

To improve its operator relationships, 
MTV adds staff in each of its regional 
offices (11/22/93, p. 12) 


TNN Hits the Beach 

Looking to draft the younger set, TNN 
offers its first Spring Break special 
(12/6/93, p. 26) 
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DEPARTMENTS/COLUMNS 


ia Cable Tries a 
/ Satellite Hybrid 

The Atlanta system has launched a 
standalone PPV channel to augment 
Request and Viewer’s Choice 
(1/11/93, p. 16) 
Lowering Expectations 
on Concerts 
Concerts on PPV usually lose money. A 
key to success is educating the artists as 
to what PPV is really about (1/25/93, 
p. 16) 


Playing For 

Hispanic Subscribers 

Team Services’ Joe Schramm believes 
systems can gain subs by marketing 
Hispanic soccer and movies on PPV 
(2/8/93, p. 16) 


The Best Movie Month Ever? 
January's blockbuster movie lineup 
helped operators set buy-rate records 
(2/22/93, p. 18) 


Picking Through the Trash 

Some say questionable events tarnish 
PPV’s image, other say they’re just fine 
(3/8/93, p. 11) 


The Wide World of Cricket 

Time Warner of NYC is doing well 
with a variety of ethnic events. Some 
may work in other cities (3/22/93, 
p. 13) 


Boxing Back on Track? 
While wrestling and movie PPV 

stagnate, boxing looks like it’s getting 
in gear (4/5/93, p. 16) 


The New Request 
Hugh Panero, Jeff Bernstein and staff 
hope to revitalize the stalled PPV 


company (4/19/93, p. 16) 


When Studios Lend a Hand 

Studio PPV promotions are rare, but 
Disney and indie Epic are running 
contests to spur buy rates (5/10/93, 
p. 16) 


PPV Poised for Growth After Re-reg 
The present day is cloudy, but the 
future is clear for growth in PPV’s 
unregulated movie channels 
(5/24/93, p. 16) 


Adult Comes Out of the Closet 

During a CTAM PPV conference panel, 
operators detailed their successes with 
adult PPV (6/7/93, p. 36) 


Operators Tackle Hitting the Basics 
When Prime Cable assigned a person 
dedicated to PPV in its Hickory, N.C., 
system, buy rates soared 67 percent 
(6/21/93, p. 16) 


Events With a Difference 

A Broadway show tune and Hispanic 
soccer are two events attempting to 
bring new buyers to PPV (7/5/93, 
p. 10) 


Beginning this fall, high-schoolers can 
prepare for the SAT and PSAT via PPV 
(7/19/93, p. 16) 


PPV Trio Stakes Out Movie Promos 
Movie marketing campaigns for 
affiliates are offering cash, discounts 
and trips (8/9/93, p. 12) 


New Players Join Promo Party 
National Cable Advertising and E! are 
two non-PPV entities that have come to 
the table with PPV promotions 
(8/23/93, p. 18) 


Does College Football 

Have Enough Kick? 

Despite SET’s less-than-stellar results, 
ESPN is game for a new run of college 
football on PPV (9/6/93, p. 8) 


New Spin For Laser Discs 

The letterbox movie format is a 
problem for PPV systems using laser 
discs, but a solution’s at hand 
(9/20/93, p. 14) 


Getting a Kick From the South 

The popularity of college pigskin in the 
South means big PPV buy rates for TCI 
and other systems (10/4/93, p. 18) 


Paramount Window Redux 

PPV networks are trying to stay calm, 
but operators are still reeling from 
window extension (10/18/93, p. 20) 


Looking to New Events 

Longer movie windows may have the 
industry counting more on events like 
U2 and Howard Stern (11/8/93, 

p. 14) 


Soccer’s Growing Pains 

In the fickle world of TV soccer, PPV 
plans can offen kick the bucket 
(11/22/93, p. 14) 


Stealing Cable 
Home video industry's study shows 


rampant piracy but PPV execs disagree 


(12/6/93, p. 30) 
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Marketing in the Digitol Future 
Operators need to prepare now for 
competition and marketing in an 

a la carte world (1/11/93, p. 18) 


Multiplexing’s Strengths 

and Weaknesses 

TeleCable Corp.'s three marketing 
strategies for multiplexed HBO have 
produced mixed results (1/25/93, 
p. 20) 


Warriors Score in 

Fall Campaign 

SportsChannel Pacific creates a 
retention campaign starring its NBA 
franchise basketball team (2/8/93, 
p. 12) 


A Modest Proposal? 

Cable consultant Jack Myers says 
operators should increase program- 
specific promos (2/22/93, p. 22) 


CTAM’s Board 

of Approval 

CTAM’s board approved three new 
membership services, including pricing 
for its new database (3/8/93, p. 12) 


New York's 
Charitable Connection 


An acquisition campaign picks up 
10,000 new customers and donates the 
fees to charity (3/22/93, p. 14) 


p ina Movie Classi 
AMC raises money to restore old 
movies, and ties in screening parties for 
its cable affiliates (4/5/93, p. 17) 


Low Budget, High Profile 

MSG creates promotions for small 
systems that don’t cost a lot, but 
generate good customer awareness 
(4/19/93, p. 20) 


What Do We Tell The Subscribers? 
MSO marketing and PR departments 
are debating how to explain rate 
regulations to customers (5/10/93, 
p. 18) 


A Trial to Boost Local Ratings 

Court TV’s local impact program lets 
systems add the network during the run 
of local trials (5/24/93, p. 20) 


Co-op Completes Its ‘Mission’ 

The Metro Washington Co-op’s new 
install strategy lets the customer choose 
(6/7/93, p. 40) 


Suitable For Framing 

TKR Cable’s poster mail piece cut 
through mailbox clutter and lured new 
subs (6/21/93, p. 18) 


Staying With What Works 

The Disney Channel continues its focus 
on previews, pricing and packaging 
(7/5/93, p. 11) 


What's On Cable? 

Systems air E!’s weekly series on LO 
channels as part of acquisition and 
retention drives (7/19/93, p. 20) 


Online With Nick’s Dial a Kid 


Nickelodeon uses research with 


youngsters to develop shows and 
promotions (8/9/93, p. 14} 


PROMOTION 


From Free to a Fee 

How to take the sting out of switching 
apartment managers from gratis to pay 
(8/23/93, p. 20) 


Boomers, Look Out 

Research shows that value-loving 
“pragmatists” are the fastest growing 
consumer group (9/6/93, p. 10) 


Operators Think Positi 
Three MSOs use rate rollbacks to boost 
their subscriber counts (9/20/93, 

p. 16) 


The Price Must Be Right 

MSO experiments with per-channel 
packages at two systems in Tennessee 
(10/4/93, p. 22) 


Hookup Gravy Train Deroils 

As a result of rate re-regulation, 
bargain installations could become 
extinct (10/18/93, p. 22) 


Whales Sell Cable 

Times Mirror woos new customers and 
upgrades with a Discovery 
documentary videotape (11/8/93, 

p. 16) 


A Boost From Cut Rates 

Some operators successfully use re-reg 
to win subscribers and upgrades 
(11/22/93, p.16) 


Attack of the Giant Promotion 


Comedy Central and HBO team to 
cross-promote campy remake of Attack 
of the 50 ft. Woman (12/6/93, p. 34) 
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Cable and Political Ads: 

Strange or Cozy Bedfellows? 
Political ads brought national spot 
cable $2.5 million, but one 
interconnect has had enough 
(1/11/93, p. 19) 


LO 
As Revenue Generator 


Coaxial Communications upgrades its 
local origination programming and 
turns a profit (1/25/93, p. 22) 


Bullets in the Gun 

Marketwide ad associations are joining 
the quest for bigger local sales budgets 
(2/8/93, p. 14) 


The Perfect Sales Partner 

Jones is sending coupon packets to 
subs and non-subs, and clients love the 
response (2/22/93, p. 26) 


Adults Like It, Too 

Systems that offer local avails on The 
Cartoon Network must show that adults 
are watching (3/8/93, p. 13) 


New Team Players 
ESPN’s realigned affiliate sales force 


will focus on marketwide local ad sales 
promotions (3/22/93, p. 15) 


The Centralized Advantage 
TeleCable’s ad sales division hopes to 
turnkey systems outside its franchise 
areas (4/5/93, p. 20) 


Better Training for a Tougher World 
The CAB has designed a local sales 
videotape training program specifically 
for the cable industry (4/19/93, p. 24) 


Not the Slacker Generation 

MTV's new affiliate ad sales kits 
promote its diverse programming and 
18-34 demos (5/10/93, p. 20) 


Clutter Alert 

TNT considers reducing the 
commercial load on some of its original 
programs, but only for a price 
(5/24/93, p. 22) 


Singing From the 

Same Songbook 

Cable networks are preparing for 
testing of an electronic data interface 
that could clear up back-room glitches 
(6/7/93, p. 44) 


Breaking the Rules 

For Fun and Profit 

Comedy Central’s non-traditional ad 
sales methods make advertisers happy 
(6/21/93, p. 20) 


Weather on Demand 

Revenue pours in for a local weather 
channel in a Florida Jones system 
(7/5/93, p. 12) 


Group Ad Therapy 

A series of traveling workshops 
are bringing local salespeople and 
basic networks together (7/19/93, 
p. 22) 


Interconnects 
Push Promos 


Building up marketing staffs is the latest 
ad-sales strategy for interconnects as 
well as rep firms (8/9/93, p. 16) 


Selling Ads With a Single Voice 

Cox Cable and Comcast start regional 
buying efforts in some Southeastern 
markets (8/23/93, p. 22) 


Don’t Have a Cow 

Milking success from local ad sales is a 
challenge in a rural area (9/6/93, 

p. 12) 


VH-1 Plays New Venue 

VH-1 “brands” its name with concert 
venue sponsorships, boosting local ad 
sales (9/20/93, p. 18) 


Speedy Spot System 

Digital ad insertion can make things 
move quickly—once it’s up and 
running (10/4/93, p. 26) 


Sleeper in Seattle 

Interconnect gets the ball and runs with 
it, reversing an NFL slide (10/18/93, 
p. 24) 


Local Ratings Gap 
Arbitron’s pullout from local ratings 
highlights cable’s measurement 


problem (11/8/93, p. 18) 


Hospital Gives Kids a Little TLC 

The Learning Channel rolls out its first 
ad sales promotion with Continental 
Cablevision (11/22/93, p. 18) 


The Issue That Never Was 

CNI’s retransmission consent 
awareness campaign got noticed, but 
so far hasn't fired up sales (12/6/93, 
p. 36) 
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TECHNOLOGY. 


What's an MPEG? 

It’s a standard to tell cable, broadcast 
and computer companies how to send 
digital signals (1/11/93, p. 20) 


A Different Box in Every Home 

It doesn’t look like operators are going 
to be buying the same converter for all 
of their customers (1/25/93, p. 24) 


Fiber can become afflicted with 
something called PMD. But just how 
serious is the problem? (2/8/93, 

p. 18) 


ScanFone: Cable’s 

Call to Arms? 

Bell Atlantic has a new interactive 
service. But is it that far ahead of what 
cable might offer? (2/22/93, p. 24) 


Compression Standard 

Comcast has signed on to TCI's 
compression system. What's that mean 
for other MSOs? (3/8/93, p. 14) 


Linking Up With Fiber 

One consultant has an idea that might 
rescue small cable systems from 
technological inferiority (3/22/93, 

p. 16) 


Guides Are Turni 

Into — 

Vendors used to just talk about 
programming guides on screen. But 
now everyone wants a platform 
(4/5/93, p. 22) 


Converter Confrontations 

Will cable boxes and consumer TV sets 
ever work nicely together? At least the 
two sides are talking (4/19/93, p. 28) 
Growing Channels 

Systems need more channels because 
of re-regulation. That's reviving the 
construction business (5/10/93, 

p. 22) 


Automatic Service 

The cable industry wants to put a 
computer in every home, so why not in 
every service truck? (5/24/93, p. 26) 


Death of a Bandwidth? 

One gig—ast year’s hot topic—has 
faded from view. But that doesn’t mean 
it's out of service (6/7/93, p. 48) 


Higher Definition 

The proposed HDTV standard is going 
to put more information on TV screens, 
but not much more (6/21/93, p. 22) 


Remotely Universal 

Combating customer frustration, and 
making a little money along the way 
(7/5/93, p. 14) 


And They're Off 

After Decompression 

With a compression standard nearly in 
place, chip vendors are going after 
cable business (7/19/93, p. 26) 


And the Winner Is...interdiction 

Long derided for its high up-front costs, 
this technology is enjoying a lift from 
cable re-reg (8/9/93, p. 18) 


Cable and consumer electronics folks 
make nice in compatibility deal to 
smooth way for digital future 
(8/23/93, p. 24) 


Channel Magic 

What's a channel? Compression could 
play havoc with the usual definition 
(9/6/93, p. 14) 


Patent Fever 

The promise of interactivity breeds 
patents to protect processes, not just 
machines (9/20/93, p. 19) 


Caught in the ‘Net 

Continental Cablevision will carry the 
infinite possibilities of Internet to 
subscribers (10/4/93, p. 30) 


Brother, Can You 

Spare a Converter? 

Demand exceeds supply as converter 
boxes, particularly addressable ones, 
get more popular (10/18/93, p. 26) 


Servers For All Occasions 

You've heard of the smart box. Can the 
intelligent network be far behind? 
(11/8/93, p. 20) 


They’ ve Got the Power 

In a digital world, you'd better have 
plenty of electricity to fuel the gadgets 
(11/22/93, p. 20) 


Sounds Good 
I's annoying and common. But there’s 


a cure for those pesky volume control 
problems. (12/6/93, p. 38) 
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Employees Win 
When Pirates Lose 


Besides curbing theft, a crackdown by 
Metrovision in Detroit is making a 
difference in employee relations 
(1/11/93, p. 21) 


Service Without Sight 
Visually-impaired workers find a 
hospitable environment at Time 
Warner Cable in Orlando (1/25/93, 
p. 26) 


Viacom Brings Urban CSRs 

Under One Roof 

Having reps in one place, with 
common management and training, 
should make service more consistent 
(2/8/93, p. 20) 


Zone Defense 

Letting supervisors draft their tech 
teams helps Jones turn around its 
service performance (2/22/93, p. 25) 


Help in Hitting The Benchmark 
CableLabs takes the first step to 
establish a national profile of system 
operations (3/8/93, p. 15) 


Operating costs go down and 
productivity goes up when employees 
get the power to make changes 
(3/22/93, p. 17) 


Sound Investment 

Rifkin’s local radio alliance makes a 
community-villboard channel a 
valuable commodity (4/5/93, p. 23) 


Finding a New Life 
In a Cable Warehouse 


A non-profit agency helps 
Continental’s LA. system tap an 
unlikely new employment source: the 
homeless (4/19/93, p. 30) 


Trucking By Satellite 

Buford breaks the logjam on operator 
acceptance of high-tech fleet communi- 
cations systems (5/10/93, p. 24) 


The Robbery That Wasn’t 

A staged robbery attempt at TCI’s Tulsa 
system has generated controversy with 
its local CSRs (5/24/93, p. 28) 


A Cab For Your Converter 

When Binghamton, N.Y., subs move 
out, NewChannels calls a taxi to 
retrieve the boxes (6/7/93, p. 50) 


Awards From The Heartland 

An ad-hoc operator consortium pulls 
together to honor customer service 
employee achievements (6/21/93, 
p. 23) 


Rewving Up a Test Drive For EBS 

With TCI’s help, the FCC may be close 
to establishing a new Emergency 
Broadcast System cable policy 
(7/5/93, p. 15) 


Advice on Consent 

Retransmission talks are sparking a 
market for consultants, but some MSOs 
choose to go it alone (7/19/93, p. 28) 


Taking Aim at Deadbeats 

How to find out if that non-paying 
customer is actually a dog (8/9/93, 
p. 20) 


The Fleet's In 

Buckeye Cablevision becomes the latest 
big system to computerize in-fleet 
communications (8/23/93, p. 26) 


Against the Tide 

TCI’s Midwest systems carry on after 
The Great Flood, offering installations 
for free (9/6/93, p. 16) 


Be There or Be Square 

If New Jersey operators fail to show up 
for a service call, customers get a $20 
rebate (9/20/93, p. 20) 


The Match Game 

Making sure converter boxes don’t 
fall into the wrong hands (10/4/93, 
p. 34) 


Help For the Weary 

Viacom Cable will soon offer its 
employees a way out of sudden 
child-care crises (10/18/93, p. 28) 


The Fix Is In 

TKR’s converter repair center is now 
open for business—to other MSOs 
(11/8/93, p. 22) 


The Accessible Workplace 

Daniels Cablevision clears a path for 
living under the Americans with 
Disabilities Act (11/22/93, p. 22) 


A Mouthpiece For Literacy 

Mississippi operators create the 
pipeline for an adult education service 
(12/6/93, p. 40) 
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Progressive Policies 
A Democratic think tank and a utility- 
company plan come together in Little 
Rock (1/11/93, p. 40) 


Your Choice: Smart System 

The Your Choice mock-up creates a 
bridge between technology, the 
consumer and ‘500 channels’ 
(1/25/93, p. 43) 


What Hath John (Malone) Wrought? 
Meeting the competition and getting an 
early grip on the market are the spurs 
(2/8/93, p. 36) 


Power to the Programmers 

Cable operators have ceded cructive 
control of their medium to a handful of 
networks (2/22/93, p. 48) 


The Big Game 

U S West, which had seemed to be on 
Team Cable, has formed its own 
offensive squad (3/8/93, p. 39) 


HDTV: The Business Case 

New chips, plus flat-screen TV 
technology, might finally allow for an 
HDTV set that makes sense (4/5/93, 
p. 24) 


PPV: Wallowing in Mediocrity 

When it comes to PPV and video-on- 
demand services, customers are 
interested in convenience, service, price 


and choice (4/19/93, p. 58) 


The Worst Is Yet to Come 

Does the apparent FCC chairperson 
designee have a vendetta against the 
cable TV business? (5/10/93, p. 26) 


An Intriguing Deal 

TCI isn’t just getting some Carolco PPV 
product—it’s getting ready for the 
future (5/24/93, p. 53) 


What Uncertainty? 

Doubts about the future also translate 
into opportunity for investment 
(6/7/93, p. 52) 


Bloodshed Ahead 

Don’t forget the Oct. 6 retransmission 
consent deadline falls just as the World 
Series begins (6/21/93, p. 48) 


Preferred Revisited 
Cable may want to get behind Harold 


Farrow’s argument against franchise 
fees (7/5/93, p. 30) 


INSIDE BUSINESS 


Humble Pie 

TCI’s response to re-reg won 
appreciation in some diverse quarters 
(8/9/93, p. 48) 


Shifting Into Neutral 
Operators will require ingenuity to 
maintain revenues (8/23/93, p. 56) 


The Wireless Money Game 
Financing for wireless cable is starting 
to loosen up (9/6/93, p. 18) 


Speculating on Spectrum 

The McCaw-AT&T deal demonstrates 
the value of wireless technology 
(9/20/93, p. 37) 


Telco Strategies 
The RBOCS are circling cable, but keep 
an eye on GTE (10/4/93, p. 36) 


The Entrapments of Big Business 
Cable has become big business, and 
much of it is getting to be nasty 
business (10/18/93, p. 52) 


Sweeping the Dust 

Some aspects of Malone’s Big Deal 
haven't been explored (12/6/93, 
p. 42) 
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DEPARTMENTS/COLUMNS 


Musical Chairs 

There are going to be lots of changes 
on Capitol Hill, but not just due to 
incumbents being tossed out of office 
(1/11/93, p. 41) 


Fade In on the FCC 

Re-regulation may hit with more of a 
soft thud than a big bang (2/8/93, 
p. 35) 


The Administration And the MFJ 
Telecommunications Infrastructure’ is 
Washington’s latest fad, but what does 
that mean for cable? (3/8/93, p. 41) 


Cable in the Courtroom 

It’s not just voters who aren’t pleased 
with their cable systems (4/5/93, 

p. 25) 


Bad Connections 
The cable industry could learn a thing 
or two about good public relations 

(4/19/93, p. 60) 


Political Partnerships 

The NCTA and one of its biggest critics 
are asking the FCC to take a close look 
at video dial tone regulations 
(5/10/93, p. 28) 


Violin Concerto 

Cable and broadcasters can’t say 
‘Never mind’ to Congress on TV 
violence (5/24/93, p. 54) 


Waiting for a Policy 
Telecommunications is supposed to be 
a hot issue with the White House, but 
so far it’s all talk (6/7/93, p. 54) 


Frustration and Relief 

Rate regulation has been postponed 
but it’s not going to disappear, even for 
small operators (7/5/93, p. 29) 


Hello and Goodbye 
An appointment and a resignation 


have a symmetry that portends the 
future (7/19/93, p. 45) 


DEPARTMENTS/COLUMNS 


China Wires 

Communications Equity Associates 
estimates there will be at least 30 to 40 
networks built in China before 1995 
(1/11/93, p. 42) 


A Tale of Two (Latin) Countries 

The Mexican government, poised to 
quit the TV business, may be selling a 
tough but compelling investment. 

In Brazil, it’s direct-to-home in the lead 
(3/8/93, p. 40) 


Britain: Last Chance to Invest? 
Jon Davey believes British investors may 


finally be poised to make their own 
thrust into British cable (4/5/93, p. 36) 


Czech Mate 

Looking to invest in cable in eastern 
Europe? Proceed with caution. 
(4/19/93, p. 61) 


India’s Success Story 
India gets more choice with Zee TV 
(5/10/93, p. 29) 


Battle of the Bands 
The competition in digital audio is 
moving to Europe (5/24/93, p. 55) 


Catalyst, and Conscience? 
CATA president Steve Effros’ memo is 
the talk of the industry (8/23/93, p. 57) 


Can We Talk? 

Retransmission consent has operators 
tiptoeing around antitrust law (9/6/93, 
p. 20) 


Think About It 
The cable industry ought to start a think 
tank. (9/20/93, p. 38) 


Potholes in the Road 

Government plans for an information 
superhighway are slow and difficult 
(10/4/93, p. 38) 


Republicans’ Revenge? 

House Democrats aren't piling on to 
criticize the FCC’s cable rate regulation 
(10/18/93, p. 54) 


Gun Crazy 
Two major opponents of TV violence get 
funds from the NRA (12/6/93, p. 44) 


Time Warner: 

Readying For Japan 

Toshiba could be the leading force for 
whatever kinds of networks TWE Japan 


might develop (6/7/93, p. 58) 


Forey’s International Expeditions 
Daniels and Associates finally decides 
to aggressively go after CEA’s foreign 
turf (7/19/93, p. 46) 

Serving the Middle East 

Delivering live news in Arabic to 
Europe, North Africa and the Middle 
East (10/4/93, p. 40) 
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DEPARTMENTS/COLUMNS 


Nickelodeon gave a party on Capitol 
Hill. Guess what? Congress came 
(1/25/93, p. 48) 


Talking Television 

It’s not lunch at the Four Seasons, but 
it’s a way to meet your producers 
(2/8/93, p. 48) 


Hello, Mr. Robinson 

A U.K. cable pioneer ramps up a 
thriving phone business (3/22/93, 
p. 40) 


Really Basic Cable 
Guam cable means fair weather, 
easy-going TV (4/19/93, p. 72) 


Sell Me Something? Yeah, Right 
Cable joins the quest for affection 
from the post-boomer generation 
(5/24/93, p. 64) 


The Wireless Thorn 

In Time Warner's Side 

Liberty Cable's Peter Price says, 
Thanks, Time Warner’ (6/7/93, 
p. 136) 


Cable With a Back Beat 
Not every network has its own in-house 
rock'n'roll band (7/5/93, p. 40) 


Suffering in Silence 
They’ re getting whacked by the Cable 
Act, but who cares? (7/19/93, p. 56) 


Still Having Fun 

Small operator amasses success by 
bundling up properties (9/6/93, 
p. 48) 


Operators Explain It All 

MSOs take various tacts in informing 
customers of rate restructuring 
(9/20/93, p. 48) 


Cyberspeak 

William Gibson created the first 
riveting vision of the information age 
(10/18/93, p. 64) 


And The Winners Are... 

Snapshots of Cablevision’ s 

1993 Operator of the Year/ 
Innovator Award winners (11/8/93, 
p. 48) 


Virtual Attendance 

Multimedia is changing the cable 
convention business. So what's next? 
(11/22/93, p. 48) 


A Battle, a Legacy 

Thoughts on AIDS and cable’s 
response from a Cable Positive 
co-founder (12/6/93, p. 112) 
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Although original shows define a 
network's image, off-network acquisitions 
bring in the ratings. And now cable is 
looking at higher profile off-net series. 
(1/25/93, pp. 28-31, by Richard Katz) 


What's Your Choice? 

Discovery's John Hendricks is drumming 
up MSO support for his Your Choice 
digital TV plan, but many questions— 
from logistics to economics—remain 


(2/8/93, pp. 24-28, by Richard Katz) 


Marathon Mania 

Most cable networks now run marathons 
of their most popular shows, but how can 
the industry do more to cash in on this 
programming fad? (3/8/93, pp. 16-18, 
by Jane Weaver) 


The Family Crusade 

Wholesome programs, old time religion 
and an MTM purchase promote Family's 
expansion—and raise controversy. Some 
operators dislike the mix of evangelism 
and entertainment. (3/8/93, pp. 20-28, 
by Adam Snyder) 


FEATURES 


Saatchi & Saatchi: 

The Trouble With Cable 

Buyers at one of the world’s largest 
agencies say cable TV still hasn’t resolved 
problems that keep it from getting more 
ad dollars (1/11/93, pp. 22-23, by Jane 


Weaver) 


The New Age Of Marketing 

MSO chiefs are quick to herald 

cable’s next era of expanded services. But 
the industry's marketing execs are 
realizing they are the ones who have to 
explain and sell this confusing mix to 
subscribers (4/5/93, pp. 26-31, by Jane 


Weaver) 


PROGRAMMING/PAY-PER-VIEW 


The Sexual Revolution 
This time it’s on pay-per-view, as adult 
services like Spice and Playboy pull in as 
much as 50 percent of a system's PPV 
revenue. So why are some operators still 
afraid of a little sex? (3/22/93, pp. 19- 
23, by Richard Katz) 


Tumer’s Russian Revolution 

They're still getting over Communism. Are 
Moscovites ready for Larry King, Bugs 
Bunny and pro wrestling? (5/10/93, pp. 
30-31, by Adam Snyder] 


Not All Fun & Games 

Nickelodeon's offbeat Ren & Stimpy was 
a programming breakthrough, then it 
became a production nightmare. What's 
going on behind the scenes of cable’s 
hottest cartoon? (5/24/93, pp. 32-42, 
by Richard Katz) 


Can ESPN Do It Again? 

ESPN aggressively built cable’s major 
sports franchise. Now it faces the 
challenge of expanding with ESPN2— 
plus PPV, home shopping, ESPN3 and 
more. (7/5/93, pp. 18-21, by 
Richard Katz) 


Partners in Pay: 

Has Bigger Been Better? 

Operators are generally satisfied with 
the initial HBO/Showtime joint 
campaigns, but it’s too soon to dub them 
a success (6/7/93, pp. 101-105, by 
Jane Weaver) 


Tough Choices 

Operators and programmers suddenly 
face an a la carte world. Here’s a 
rundown of how the major basic 
networks stand on the issue (7/19/93, 
pp. 32-37, by Jane Weaver) 


Parents on Alert 
TV violence and parental advisories are 
big issues these days for all parents. How 
do those in cable keep track of what their 
own kids watch? (8/9/93, pp. 22-26, by 
Chris Nolan and Richard Katz) 


BET Takes Action 

Here’s how and why BET spent more than 
$13 million to purchase Rick Blume’s 
Action PPV (8/9/93, pp. 28-29, by 
Richard Katz) 


The Making of HBO’s 

And The Band Played On 

After months of ups and downs, HBO’s 

star-studded, controversial story of AIDS 
is poised to become TV’s next big event 
(8/23/93, pp. 34-40, by Richard Katz) 


Hispanics: The Untapped Resource 
Cable finally looks to the neglected Latino 
market for growth (10/4/93, pp. 52-58, 
by Richard Katz) 


Wrestling Fights Back 
Wrestling buy rates have been falling for 
years, but adding more events seems to 
have stemmed the declines (10/18/93, 
pp. 37-40, by Richard Katz) 
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The View From Madison Avenue 
Quickly and quietly, ad agencies are 
taking steps to embrace, rather than 
resist, interactive cable (9/20/93, pp. 
26-29, by Jane Weaver) 


Flying Sofas Need Not Apply 

Alter a lengthy selection process, NCTA is 
planning to unveil cable’s new image 
campaign. Here’s a sneak preview. 
(11/22/93, pp. 25-28, by Jane Weaver) 


Promoting a New ‘Vision’ 

TCI's Vision Group pioneers a way for 
networks to farm out such chores as 
marketing, research, advertising and 
affiliate sales (12/6/93, pp. 65-74, by 
Simon Applebaum) 
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Is Hi-Def Dead? 

The government is moving toward 
selecting an HDTV standard as cable is 
moving toward digital compression. Does 
America really need HDTV? (2/22/93, 
pp. 34-38, by Chris Nolan) 


Planning The Cable 

System of Tomorrow 

The digital revolution promises to turn 
cable headends into integrated video 
distribution centers. There are costs 
involved, but also major business 
opportunities (4/19/93, pp. 33-37, by 
Mitch Shapiro) 


For Whom The Bell Tolls 

Telco efforts to get into the cable business 
in New Jersey are causing operators to 
make a choice: Do we fight them or join 
them? (5/24/93, pp. 30-31, by Edmond 
M. Rosenthal) 


Multimedia: It’s Not Just Hype 
Computer companies are racing to make 


FEATURES 


Requiem For a Cash Cow? 

The FCC could put a serious dent in the 
revenues that operators collect for remotes 
and second-set hookups. (2/8/93, pp. 
22-23, by Simon Applebaum) 


Working With AIDS 
If a co-worker has AIDS, you have to 
deal with the consequences. A new 


cable-delivered interactive audio, video 
and text a reality (6/7/93, pp. 83-98, 
by Mitch Shapiro) 


Telco Video Draws Near 

Telcos have made enormous strides in 
developing technology to deliver video 
over their copper wires. But is it good 
enough to give cable a run for its money? 
(7/19/93, pp. 30-31, by Mitch Shapiro) 


What Is the NCCA? 

Marching under the banner of open 
competition and subscriber choice, this 
new cable equipment group is 
challenging—and angering—the cable 
establishment (8/ 23/93, 93, pp. 29-32, by 
Simon Applebaum) 


Let the Games Begin 

Sonic the his video 
game brat pack are migrating to cable 
TV, while real-time game services via 
phone rev up (9/6/93, pp. 22-25, by 
Mitch Shapiro) 


seminar is helping cable companies 
manage AIDS in the office (6/7/93, pp. 
107-111, by John Flinn) 


The Kaitz Legacy 

The Kaitz Foundation has built a 10-year 
tradition of giving fellowships to 
minorities. But is the industry giving the 


minorities—enough 


The Future Rises 

In Castro Valley 

With new high-tech gear and an array of 

marketing strategies, Viacom’s system is 
ring to hunt for interactive TV’s 

killer application (10/18/93, pp. 42-50, 

by John Flinn) 


The Quest for 

Architecture 
If the Bell Atlantic-TCl merger phones 
home one message, it’s this: 
Compatibility between cable, telephones 
and computers is key to opening the door 
to the digital future. But who gets in—and 
who gets locked out? (11/8/93, pp. 28- 
32, by Chris Nolan) 


RBOCs? 

Who Needs RBOCs? 

Three operators in New Jersey are 
joining in a fiber interconnect to find their 
own path to the information 
superhighway (12/6/93, pp. 77-80, by 
Edmond M. Rosenthal) 


support? (9/20/93, pp. 21-25, by 
Simon Applebaum) 


Life on the Road 

The careers of many in cable play like 
Willie Nelson’s song, ‘On The Road 
Again’ (10/4/93, pp. 43-51, by Simon 
Applebaum) 
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What Do They Want? Cable Act, competition and other are going over to the telco camp 
An exclusive survey shows most headaches, some small operators are (6/21/93, pp. 24-25, by Simon 
broadcasters will seek een vo bailing out of the business (1/25/93, pp. Applebaum) 

retransmission consent, ‘s 32-36, by Tom Kerver) 

of room for negotiation (1/11/93, The Word on Deals: 


. 26-29, by Tom Kerver , , Explosive 

Goodbye, Mom & Pop Sensing greater opportunity and lured by system transactions (10/18/93, pp. 31- 
Faces with costs of compression, the financial incentives, veteran cable execs 35, by Tom Kerver) 


Viacom's Corporate Architect sophisticate—are in an ego-driven duel new distribution channels. (6/21/93, 
What a 36-year-old strategist for TV’s future. Who'll come out on top? pp. 26-29, by Owen McDonald) 


named Tom Dooley has in mind for (4/19/93, pp. 38-44, by Chris Nolan) 

Sumner Redstone’s cable-happy The Death Star Dawns 

company (2/22/93, pp. 28-32, by Tom Southwestern Bell: Hughes Communications and its DirecTv 

Kerver) Cable’s Next Powerhouse? partners are taking great care to make : 
This Texas-based Baby Bell is buying and _their DBS plan ironclad. And yet, there 

Here Comes schmoozing its way into the future of still are some chinks in the armor 


Inside a woodland laboratory, Philips is cable TV (5/10/93, pp. 32-37, by Tom (9/6/93, pp. 26-33, by Tom Kerver) 
preparing an interactive TV guide that'sa Kerver) 

first step toward a major multimedia ‘ The Team Behind the Deal 

service (3/ y 93, pp. 24-25, by Simon ; Td Salomon Brothers is playing a major 


role in plotting telco-cable deals, 
The MSO is shaking off the past, including a once-secret plan called Birth 


AT&T's Cable Connection embracing new executives and fresh of a Nation: the merger of Bell Atlantic 
In an increasingly amorous relationship, _thinking. Here are the key players and and TCI (11/8/93, pp. 24-27, by Tom 
in cable industry forays into Kerver) 
everything from telephony to video-on- Barton’s New Liberty 
demand. (4/5/93, pp. 32-35, by Tom Blowing the Roof He helped build Malone’s empire. His 
Kerver) Off of Blockbuster company is part of the Bell Atlantic-TC 
Its attention-grabbing chairman has deal. In a rare in-depth interview, Peter 
Fight of the Century already transformed the chain once, Barton talks about Liberty Media’s role. “i 
Cable’s two largest MSOs—one a making it home video’s power player. (11/22/93, pp. 30-34, by Richard ‘ai 


Denver maverick, the other a New York Now Blockbuster is eying cable and other —- Katz) 
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FEATURES 


NCTA: After the Fall 

Industry fallout over re-regulation has put 
new pressures on the NCTA and its 
president, Jim Mooney (6/7/93, pp. 77- 
81, by Chris Nolan) 


The New Frontier Foundation 
A lobbying group new to Washington 
has some cutting-edge ideas of what the 


SPECIAL REPORTS 


PPV PROMOTIONS/ 

BRINGING PROMOTION TO LIFE 
From the Trenches to Events 
Now at Reiss Media, Nancy Anderson 
leaves a legacy at Jones that could 
benefit other PPV operators (5/10/93, 
pp. 40-42, by Richard Katz) 


Taking It To the People 
Viewer’s Choice and Request are 
trying to get subscribers in the habit of 


SPECIAL REPORTS 


LOCAL PROMOTIONS/ 
PUNCH IT UP 

Do Ya Wanna Get Slimed? 

Nickelodeon lets affiliates get into the act 
with its ‘Double Dare Live Tour’ (2/8/93, 
pp. 30-31, by Jane Weaver) 


Lifetime's Favorite Year 

Lifetime’ first major affiliate marketing 
2vent educated viewers about ‘Women 
and Politics’ (2/8/93, p. 32, by 

Jane Weaver) 


Cable With 

a Conscience 

The environment and education are hot 
topics, not just because they're friendly, 
but because they work (2/8/93, p. 33, 
by Jane Weaver) 


information network of the future should 
look like. (7/5/93, pp. 16-17, by Chris 
Nolan) 


One Year Under Re-Reg 
What hath the 1992 Cable Act 
wrought? Here’s a look back and a look 
ahead at the many changes brought 
about by re-regulation. (12/6/93, pp. 


PROGRAMMING/PAY-PER-VIEW 


Tom Kerver, Richard Katz and Simon 


46-62, by Chris Nolan, Craig Leddy, 


Applebaum) 


Look For the Union Label 
Will the workers of the telco world flex 
their political muscle to unite cable’s non- 
unionized forces? (12/6/93, 

pp. 83-90, by Chris Nolan) 


ordering movies on PPV (5/10/93, pp. 
44-48, by Richard Katz) 


FALL PREVIEW / 

GIANT STARS STORM CABLE 
Autumn Harvest 

There's a crop of new shows coming 
for fall—here are some highlights 
(8/23/93, pp. 45-50, by Richard 
Katz) 
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The Local Angle 
(2/8/93, p. 34, by Simon Applebaum) 


AD INSERTION/LET’S GET DIGITAL 
Reaching For the Stars 

Alan McGlade has the most ambitious of 
spot delivery plans. Can he make it fly? 
(4/19/93, pp. 48-50, by Jane Weaver) 


Dilemma 
The future of ad insertion is certainly 
digital but there’s more than one way to 
get there (4/19/93, pp. 52-54, by Chris 
Nolan) 


No Requiem For Tapes Yet 

The industry is embracing digital. But for 
many, analog is still the present and the 
future (4/19/93, p. 56, by Chris Nolan) 


Is Anybody Home? 

Advertising execs struggle to 

name cable’s next hits—or any shows 
at all (8/23/93, p. 53, by Jane 


Weaver) 


Getting With the Program 

Here are a few ways operators can tie in 
shows for local promos (8/23/93, p. 55, 
by Richard Katz) 


MARKETING STRATEGIES/ 
BRIGHT IDEAS 

Boxed Out 

Direct mail was once the industry's main 
acquisition tool, but now it’s getting 
harder to stay out of the trash (7/19/93, 
pp. 40-41, by Jane Weaver) 


image Is Sacred 

Cable’s networks can provide lessons by 
example in creating distinct brand 
identity (7/19/93, p. 42, by Jane 


Weaver) 


The Local Angle 

Promotional campaigns and outreach 
efforts that bring networks, operators and 
local communities together (7/19/93, 
pp. 43-44, by Simon Applebaum) 
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TC1’s video billing option for subs will 


trigger 
for software vendors (3/8/93, pp. 31- 
33, by Simon Applebaum) 


A Bill a Day 

Cycle billing is getting another look, as 
recent tests show it can improve CSR 
morale and efficiency (3/8/93, p. 34, 
by Simon Applebaum) 


On the Delinquent Trail 

New software features can help 
operators crack down on deadbeat 
customers. But will ops make the effort? 
(3/8/93, pp. 35-38, by Simon 
Applebaum) 


TRAINING CSRs/ON THE FRONT LINES 
Getting the Troops in Shape 

New demands on customer service are 
spurring new techniques to keep CSRs 
productive (5/24/93, pp. 46-48, by 
Simon Applebaum) 


SPECIAL REPORTS 


LEADERSHIP FORUM/ 
TIME FOR A CHANGE 
Overview: A New Year 


of Challenges 
(1/25/93, p. 38, by Ralph Roberts, 
Comcast) 


Programming: 

Creating a New Television Era 
(1/25/93, p. 39, by Peter Low, 
Cablevision Systems) 


Marketing & Promotion: 

A Changing Role 

(1/25/93, p. 40, by John Clark, Crown 
Media) 


new opportunities and challenges 


Dealing With Red Tape 
The Cable Act is supposed to improve 
customer service, but it threatens to 
overload CSRs (5/24/93, pp. 50-51, ky 
Simon Applebaum) 

A Center Grows in PA 

Adelphia has established a regional 
customer service center that also serves 
as a training ground (5/24/93, p. 52, 
by Simon Applebaum) 


SALARY SURVEY / 

CAREER COUNSEL: 

WHAT ARE YOU WORTH? 
Compensation Incentives 

A new trend is taking hold in cable 
compensation: employee productivity is 
becoming an important factor in pay 
levels (6/7/93, pp. 114-116, by Tom 
Kerver) 


Happy Campers 

Though most people seem satisfied with 
their present job environment, there are 
some troubling disparities (6/7/93, pp. 
118-120, by Tom Kerver) 


(1/25/93, p. 41, by Laurence Zipin, 
Time Warner Cable) 


Technology: 

Paving the Way for Change 
(1/25/93, p. 42, by Tom Elliot, 
Tele-Communications Inc.) 


CORPORATE FINANCE/ 

NO-FUN FUNDING 

Lending In Today's Environment 
Despite being prepared for the “worst 
case” Cable Act scenario, other factors 
are keeping banks at bay (7/5/93, 
pp. 24-25, by Tom Kerver) 


The Good, The Bad 
And the Ugly 
Benefits seem to be improving, but 
frustrations, especially about job security, 
are mounting as well (6/7/93, p. 122, 
by Tom Kerver) 


FLEET MANAGEMENT/ 

THE FLEET’S IN 

Reducing Truck Rolls 

When it comes to saving money through 
less vehicle deployment, MSOs will try 
anything (11/8/93, pp. 36-38, by 


Simon Applebaum) 


Gadgets to Go 

MSOs rush to take advantage of 

advanced in-van communications 

products (11/8/93, pp. 39-41, by 
Applebaum) 


Simon 


Newton-Type Tool Time 
Viacom gives its Golden Gate city a 

course in portable computers (11/8/93, 
p. 42, by Simon Applebaum) 


The Operators’ Perspective 

It’s a matter of size: medium operators 
are looking to get big or combine forces; 
smaller operators face many troubles 
(7/5/93, pp. 26-27, by Tom Kerver) 


Halcyon Days 

A solid reputation and good relationships 
with its bankers have assured these 
entrepreneurs of access to capital 
(7/5/93, p. 28, by Tom Kerver) 


FINANCIAL FORECAST/WHAT A DAY! 
News That Shook The World 

Whats in store for the future, now that 
telco entry into cable’s a reality? Seven 
experts look ahead (11/22/93, 

pp. 38-43, by Tom Kerver) 
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SPECIAL REPORTS 


THE RACE TO FIBER AMERICA/ 

FIBER FUTURE 

Telcos and cable are racing to capitalize 
on their fiber capabilities. Who will win 
out? (1/11/93, pp. 33-35, by Fred 
Dawson) 


Fiber Rich, 

Power Hungry 

Cable’s taking fiber deeper into its 
systems, counting on more powerful 
lasers to keep the pictures—and more— 
coming (1/11/93, pp. 36-38, by Mitch 
Shapiro) 


Let the Fiber Race Begin 

So you want to have fiber optic 
technology widely available? Easier said 
than done, especially in Washington 
(1/11/93, p. 39, by Chris Nolan) 


THE TELEPHONY FUTURE/ 

IT’S CABLE ON THE LINE 

PCS: It’s Regulation Roulette 

Getting into the personal communications 
services business is technically easy. 
Getting the okay from the FCC is the 
hard part (3/22/93, pp. 27-29, by 
Chris Nolan) 


Cable As the Alternative 

MSOs are forming competitive access 
provider (CAP) subsidiaries as a first step 
into the phone business (3/22/93, pp. 
30-33, by Mitch Shapiro) 


TECHNOLOGY 


CONVERTER INNOVATIONS/ 

BOXES FOR TODAY, 

BOXES FOR TOMORROW 

Set-Top Transition 

The convergence of digital and analog 
technology is making demands on 
operators as well as equipment providers 
(6/21/93, pp.34-40, by Chris Nolan) 


Under the Cable Act, rate regulations 
now cover equipment. That's creating a 
new way of doing business with 
operators (6/21/93, p. 41, by Chris 
Nolan) 


CONSTRUCTION UPDATE/ 

BUILDING SCENARIOS 

The City That Works 

A town that once spurned TCI is engaged 
in a unique municipal build (8/9/93, 

p. 32, by Chris Nolan) 


Making Connections Pay 

InterMedia Partners links up systems in 
Tennessee for better economies and more 
channels (8/9/93, pp. 34-35, by Chris 
Nolan) 


Infostructure For All 

TCI will link small Missouri systems so 
they too can be part of the future 
(8/9/93, p. 36, by Chris Nolan) 


Using a carefully laid plan, Paragon is 
preparing a mammoth system for 750 
MHz (8/9/93, p. 38, by Chris Nolan) 


The ‘90s Showcase 

After the hype over the Full Service 
Network, Time Warner gets down to 
business (8/9/93, pp. 40-43, by Chris 
Nolan) 


MULTIMEDIA/ 

THE QUEST FOR SMART TV 

TV’s Two-Way Street 

You've heard the hype on multimedia. 
But what's fact? What's fiction? (9/6/93, 
pp. 36-37, by Chris Nolan) 


What's In the Box? 

A lot's expected of the new generation of 
super boxes (9/6/93, pp. 38-39, by 
Chris Nolan) 

Multimedia Directory 

(9/6/93, p. 40) 

DIGITAL TECHNOLOGY / 

GOING DIGITAL 

Does HDTV Compute? 

Is HDTV for better entertainment or to 
be an access ramp to the 


superhighway? (12/6/93, pp. 94-96, 
by Chris Nolan) 


ATM=Access to Multimedia 
Speedy and versatile ATM is getting its 
day in the sun—but questions remain 
(12/6/93, pp. 98-100, by Mitch 

iro) 

ion to Debut 

A year ago, TC! said compression would 
be here by now. So, where is if? 
(12/6/93, p. 102, by Chris Nolan) 
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CABLE ABROAD/ The Promise of Hong Kong ‘Bird’ Hunts Networks 

LAND OF OPPORTUNITY Wharf Cable is attracting American tech European alliance luring American 
Networks Are ‘Over There’ and program interests (9/20/93, p. 34- programmers (9/20/93, p. 36, by Tom 
A slew of networks have joined ESPN, 35, by Tom Kerver) Kerver) 


CNN and MTV in playing the global 
game (9/20/93, pp. 32-33, by Richard 
Katz) 


SPECIAL SECTIONS 


Guide to the 1993 CTPAA Beacon/ 1993 CTAM/Cablevision Mark & 
New Congress President's Awards Top Mark Awards 

Getting to know the players on The official guide to the 1993 CTPAA The official guide to the 1993 CTAM/ 
Capitol Hill—and their cable views Beacon and President's Award winners Cablevision Mark and Top Mark Award 
(2/22/93) (4/5/93) winners (7/19/93) 


Cable’s Place in Upfront ‘93 Market 1993 Operator of the Year/ 
the Classroom A guide to the growing upfront sales Innovator Awards 
A special overview of the industry's marketplace for cable network Profiling the 1993 Operator of the Year 


educational initiatives (4/5/93) advertising (5/10/93) and Innovator Award winners (10/4/93) 


OTHER EDITORIAL 


The following editorial features also appear regularly in Cablevison. They are not included in the preceding index. 


COMMENTARY COMPANY INDEX 


A look at the issues and concerns of the day from Cablevision A comprehensive listing of every company mentioned in the 
editor Craig Leddy current issue 


BETWEEN THE LINES DATABASE ¥ 


A quick look at the latest developments from all sectors of the Relevant facts and statistics on MSO and network subscriber 
business counts, upcoming PPV offerings, financial moves and more 
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BACK ISSUES 


Back issues of Cablevision are available at $4 per copy. 
Please call (212) 887-8560 for availability and ordering information. 


Bulk copies of Cablevision are available at $4 per copy (1-50 copies); 
$3 per copy (51-100 copies); and $2 per copy (101 or more copies). 
Please call (212) 887-8560 for availability and ordering information. 


Subscriptions to Cablevision are available at the following rates: 


One Year-$ 55;............ Two Years-$ 99 


International Addresses: One Year-$ 85y............ Two Years-$159 
(Canada) 


International Addresses: One Year-$165;............ Two Years-$319 
(Air Mail) 


Special group rates are also available for U.S. subscribers. 
Please call (212) 887-8560 for ordering information. 


Reprints of articles that appear in Cablevision are available. 
Please call (212) 887-8512 for pricing and ordering information. 
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